Skier  s Invention  a Perfect  Fit 
for  Home  Fitness  Trend 


l^nee  damage  suffered  by  professional 
skier  Louis  Stack  can  be  credited  for  getting  him 
back  on  his  feet  financially,  but  it’s  today’s 
fitness  trend  that  he’s  counting  on  to  really  give 
him  a boost. 

A career-threatening 
injury  spurred  Stack  to 
create  Fitter  International 
Inc.,  a Calgary-based 
manufacturer  of  a 
specialized  exercise 
machine  initially  intended 
for  physical  rehabilitation. 

Now,  after  penetrating  the  physiotherapy,  sports 
medicine  and  health  club  markets.  Stack  has 
turned  his  attention  to  the  growing  home  fitness 
market. 

“Consumers  are  discovering  there  is  more  to 
exercise  than  big  muscles  and  cardiovascular 
endurance,’’  says  Stack,  president  of  the  eight- 
year-old  company  and  a member  of  the  Canadian 
Ski  Team. 

“These  things  are  important,  of  course,  but  a 
complete  training  program  should  offer  more.’’ 

Determined  to  seize  opportunity.  Stack  is 
introducing  his  Fitter  product  as  an  alternative  to 
other  fitness  devices  such  as  bikes  and  rowers. 
Rather  than  focusing  on  repetitive  muscle  action, 
it  enhances  the  ability  to  co-ordinate  eyes,  body, 
hands  and  feet  to  develop  maximum  athletic 
potential.  Its  quiet  movement  makes  it  ideal  for 
home  usage  since  it  can  be  operated  while 
watching  television  or  even  talking  on  the  phone. 

In  1985,  when  Stack  and  his  brother  Paul 
began  developing  prototypes  for  the  Fitter,  they 
were  uncertain  what  lay  ahead.  As  they  custom- 


made  the  machines  one-by- 
one,  word  got  out  to  ski 
industry  contacts  and  they 
suddenly  found  the  product  in 


Consumers  are  discovering  there  is 
more  to  exercise  than  big  muscles  and 


cardiovascular  endurance. 


demand  by  fellow  athletes, 
trainers  and  physiotherapists. 

From  a publicity  standpoint,  it 
certainly  didn’t  hurt  that  their 
first  two  sales  were  to 
Canadian  ski  legends  Nancy 
Green  and  Todd  Brooker. 

An  attempt  at  entering  the 
consumer  market  in  the  late 
1980s  was  abandoned  when 
Stack  found  his  company 
unable  to  keep  up  with  the  high 
production  demand.  With 
some  huge  mountains  to 
conquer.  Fitter  International 
needed  financing  to  allow  it  to  grow  from  a 
fledgling  business  into  a full-scale  enterprise. 

“I  approached  AOC  for  support  just  prior  to 
the  1988  Calgary  Olympics,’’  says  Stack. 

“It  was  the  perfect  time  to  expand  our 
advertising,  marketing  and  production 
capabilities.’’ 

AOC  financing  helped  trim  the  company  into 


Louis  Stack:  Shaping  up  business  by  focusing  on  fitness. 


a booming  enterprise  with  40  distributors  in  10 
countries  throughout  North  America  and  Europe. 
Stack  is  confident  Fitter  will  grow  even  larger 
with  its  new  focus  on  home  users. 

“The  opportunities  in  the  home  fitness  market 
are  immense,’’  he  enthuses. 
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Errol  Renn:  Driven  by  the  golf  upswing. 


After  one  partial  season  under  his  belt,  Renn 
and  his  four  other  staff  members  are  already  busy 
looking  for  new  ways  to  diversify  the  operation. 

“We  hope  to  add  a driving  range  and  we  want 
to  target  more  groups  and  organizations  for  special 
events  and  tournaments,”  he  says. 

“I  think  tourism  is  one  other  area  the  province 
can  excel  in.  With  all  the  other  tourist  attractions 
in  Alberta,  it  would  be  a great  idea  to  bring  people 
in  on  tour  packages  to  play  a number  of  courses  in 
an  area  such  as  Southern  Alberta.” 


Upbeat  Golf  Fore-cast  Causes 
Entrepreneurs  to  Swing  into  Action 


group  of  entrepreneurs  from  Brooks  is 
counting  on  the  golf  craze  to  be  their  business 
hole-in-one.  With  help  from  AOC,  Errol  Renn  and 
a number  of  shareholders  were  able  to  turn  land 
formerly  used  as  a sod  farm  into  a new, 
par-three  golf  course. 

Renke  Meadows  Par  Three  Golf  Course  was 
constructed  one  year 
ago,  and  opened  in 
late  August  for  six 
weeks.  In  that  short 
time  frame,  Renn 
was  thrilled  to  see 
that  his  research  and 
planning  paid  off  — there  was  a strong  market  for 
another  course  in  the  Brooks  area. 

“After  six  weeks  in  business,  we  realized  our 
short-term  projection  of  65  golfers  per  day  was 
very  conservative.  Even  though  the  weather  wasn’t 
ideal,  we  were  doing  better  than  the  average  and  on 
weekends  we  were  up  to  150  golfers  per  day.” 

Before  beginning  the  project,  Renn  determined 
that  in  Southern  Alberta,  the  highest  potential  for 
golf  course  development  is  the  executive  or  par- 
three  type  course.  Consumers  benefit  from  lower 
green  fees  and  a “user-friendly”  environment 
where  there  is  less  pressure  on  people  to  play 
quickly. 


“Information  from  golfing  studies  done 
in  Canada  and  North  America  showed  that 
the  number  of  new  golfers  entering  the  sport 
each  year  is  growing  10  - 12  per  cent,”  says 
Renn. 

“The  other  Brooks  course  is  becoming 
congested  and  turning  away  golfers.  We 
stand  to  gain  from 
this  because  our 
course  attracts  a 
different  type  of 
market  and  doesn’t 
compete  directly 
with  the  others.  We 
get  a lot  of  beginners,  ladies,  seniors,  and  people 
who  play  a quick  round  before  trying  another 
course  later  in  the  day.” 

Renn  credits  AOC’s  flexible  financing 
arrangements  as  the  main  reason  for  his  company 
achieving  its  goals  so  quickly. 

“It  was  a real  group  effort  to  get  this  golf  course 
up  and  running,  and  without  AOC’s  financing  the 
project  wouldn’t  have  gone  ahead.  Because  of  the 
seasonal  nature  of  the  golf  business,  our  loan  is  set 
up  so  we  only  make  payments  during  the  six 
months  that  we  are  actually  operating  and 
generating  revenue.  This  is  very  important  to  us, 
especially  for  the  first  few  years  in  business.” 


Who  You  Hire,  How  They  Work  Changing  With  the  Time 


Wl.V,  social  trends  can 
have  a big  impact  on  business, 
what’s  going  on  inside  the 
workplace  can  be  just  as 
important  when  it  comes  to 
planning  for  the  fiiture.  John 
Yerxa,  president  of  Alberta-based 
John  Yerxa  Research  Inc., 
recently  gave  us  the  scoop  on 
some  of  the  conditions  that  will 
affect  employers  in  the  ’90s. 


• We  are  moving  into  a 
seller’s  market  in  terms  of 
personnel.  Although  we’re 
presently  witnessing  high 
unemployment,  the  reality  is  that 
fewer  people  with  proper  skills 
are  entering  the  workforce. 

That’s  why  it’s  going  to  be  harder 
to  get  good,  innovative  people. 

• We  are  moving  from 
specialists  to  generalists. 
Specialists  are  obsolete.  We  need 


generalists  who  can  adapt.  In 
other  words,  don’t  hire  people 
based  strictly  on  experience  or 
training.  Get  people  who  can 
leam  quickly,  and  quickly  unlearn 
if  necessary. 

• We  are  slowly  shifting  from 
hired  labor  to  contract  labor.  The 
concepts  of  employee  leasing  and 
temporary  help  will  become  more 
widely  accepted  over  the  next  few 
years. 


• There  will  continue  to  be  a 
whittling  away  of  middle- 
management  in  the  larger-sized 
organizations. 

• We  are  shifting  from  the 
manager  as  order-giver  to  the 
manager  as  facilitator.  This 
means  that  managers  are  no 
longer  supposed  to  know  all  the 
answers,  but  instead  must  concen- 
trate on  creating  a “nourishing” 
environment;  the  new  manager 


I must  become  a teacher,  a mentor, 

^ a developer  of  human  potential. 

• Companies  will  be  required 
I to  invest  more  in  their  existing 
employees’  education  and  health. 

■1  • The  wage  gap  between 

i men’s  and  women’s  salaries  will 
i continue  to  decrease  in  the  ’90s, 
|but  will  not  be  erased.  As  a result, 
'there  will  be  growing  public 
.pressure  to  legislate  pay  equity 
j programs. 


• Over  the  next  few  years, 
employees  will  continue  to  seek 
greater  flexibility  in  the  workplace 
to  allow  for  such  things  as  leaves 
of  absence,  part-time  professional 
work,  job  sharing,  flex-time, 
reduced  hours,  and  sabbaticals. 

• Quality  will  invade  every 
quarter  of  our  lives  — quality  of 
service,  quality  of  product,  quality 
of  life.  Quality  is  the  watchword 
for  the  remainder  of  this  decade. 


Yerxa  Research  Inc. 
is  a political  polling  and 
market  research  firm 
which  provides  insight 
about  change  from  an 
Albertan  perspective. 


Turning  Trends  into  Opportunities 


Statistics  Canada 
Advisoty  Services 

In  the  early  1920s,  anyone 
who  walked  in  off  the  street  and 
invested  $10,000  in  Coca  Cola 
stocks  was  a millionaire  by  the 
end  of  the  decade.  Nowadays, 
it’s  much  more  complicated  than 
that  to  achieve  financial  success 
but  it  is  possible  to  become 
prosperous  by  spotting  trends 
and  stepping  in  to  fill  newly 
created  needs.  Statistics  Canada 
has  vital  data  to  help 
entrepreneurs  analyze  our 
changing  society  and  find  niches  in  today’s 
economy. 

Census  data  links  concrete  numbers  to  the 
often-discussed  phenomenon  of  the  aging 
population  which  has  created  some  prime 
opportunities  for  astute  entrepreneurs.  For 
example,  the  growing  seniors  population  may 
be  a golden  market  for  home  maintenance 
services,  vacation  packages,  landscaping,  snow 
removal  services  and  retirement  villages. 

Another  notable  trend  is  the  growth  of 
double-income  families  — business  must  now 
cater  to  a society  with  less  full-time 
housewives  and  more  latch-key  children.  The 
obvious  industry  to  profit  from  this  is  daycare 


services,  but  beyond  that,  many  more 
enterprises  stand  to  benefit.  For  example, 
home  security  companies  can  capitalize  on 
households  with  more  disposable  income  and  a 
greater  need  for  security 
during  the  day. 

Plumbers,  electricians, 
cable  companies,  and 
dozens  of  other  service 
and  trade  sectors  that 
provide  evening  service 
will  have  an  edge  over 
the  competition. 

Two  bread-winners 
in  the  family  means  a 
decrease  in  personal  free 
time.  As  a result,  many 
consumers  are  more 
inclined  to  pay  for 
services  they  previously 
would  have  undertaken 
themselves.  Professional  wedding  organizers, 
grocery-shoppers,  errand-runners, 
housekeepers,  and  caterers  may  all  reap  the 
benefits  of  today’s  busy  lifestyle. 

With  more  people  now  seeking  an  income, 
the  absence  of  a large  volunteer  workforce 
opens  many  doors.  Fund-raisers,  municipal 
fire  fighters,  and  hospital  assistants  are 
traditionally  voluntary  services  that  are  now 


being  assumed  by  professionals  astute  enough 
to  see  this  new  need. 

On  a broader  scale,  Canada’s  ever-shifting 
ethnic  mix  and  growing  awareness  for  new 
cultures  provides 
expanding 
opportunities  for 
companies  to  fill 
diverse  needs  for 
clothing,  spices,  foods, 
and  music. 

These  are  just  a few 
of  the  more  than  450 
social  characteristics 
followed  by  Statistics 
Canada.  By  taking 
advantage  of  available 
research  material,  you 
can  use  insight  to 
capitalize  and  cash  in 
on  the  changes  in 
today’s  dynamic  marketplace. 

For  more  information,  call  Statistics  Canada 
Advisory  Services:  495-3027  (Edmonton), 
1-800-563-7828  (Alberta) 


StatsCan’s  Jerry  Page 


John  Yerxa 
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Call  us . . . 


Today  was  created  to 
meet  your  information  needs.  If 
there’s  a business  issue  you  want 
to  see  addressed,  facts  you  need  to 
know  or  a story  you’d  like  us  to 
share,  call  us!  We’ve  got  an 
edition  of  ‘Creating  the  Service 
Culture’  for  the  best  suggestion  we 
receive. 

We  also  want  to  help  you  in 
your  entrepreneurial  endeavours. 

If  you’re  looking  for  business 
partners,  seeking  an  investment 
opportunity  or  trying  to  sell  your 
own  operation,  call  us!  We’ll 
make  an  effort  to  pass  your  needs 
onto  our  readership. 

Contact 


Debbie  Hunchak,  Editor 
AOC  Today 

Alberta  Opportunity  Company 

1275  Weber  Centre 

5555  Calgary  Trail 

Edmonton,  Alberta 

T6H  5P9 

1-800-661-3811 


Spicing  Up  Business! 


^A/hen  Francis  Marshall  attended  AOC’s  1992 
Entrepreneurs  Conference  in  Edmonton  he  was  hoping 
to  spice  up  business  by  making  sales  contacts  for  his 
company’s  fiery  ‘Triple  Barn  Burner’  sauce. 

His  zeal  for  his  product  caught  the  attention  of 
AOC  Today,  where  he  was  spotlighted  in  our  October 
1992  issue.  Since  then,  he’s  appeared  in  The 
Edmonton  Journal,  and  on  the  6 p.m.  T.V.  news  in 
Albuquerque,  New  Mexico,  where  he  took  part  in  a 
specialty  food  show.  His  promotional  efforts  received 
added  zest  when  he  appeared  in  a “hot  pepper”  story 
which  aired  across  North  America  on  CBS  T.V.’s 
Sunday  Morning  program. 

Marshall  says  production  of  his  sauce  has  increased 
and  he’s  been  busy  negotiating  with  brokers  in  Canada 


Francis  Marshall:  Publicity  pays. 


and  the  U.S.,  along  with  working  on  introducing  curry 
and  jerk  spice  mixes  to  his  line. 

“It  looks  very  promising,”  he  says,  noting  the 
media  exposure  he’s  received  has  made  a difference. 

“The  first  publicity  from  AOC  is  what  really 
started  the  ball  rolling.” 


ADS 


Business  for  Sale 

This  unique  restaurant  in  central  Alberta  has  an  unparalleled  history  of  success.  Conceived  as  an  original 
business  idea  combining  two  of  the  greatest  growth  industries  of  our  time,  this  project  has  expanded  every  year 
since  its  inception. 

Innovative  in  its  marketing  and  modern  in  its  presentation,  this  clean,  bright  business  has  developed  a solid 
reputation  for  service,  courtesy,  reliability  and  community  participation.  For  more  information,  call  Dwayne  at 
350-8177. 


The  advertisements  in  AOC  Today  are  for  the  convenience  of  our  readers.  AOC  does  not  endorse  or  verify  advertisers  ’ claims. 


AOC  Today  is  published  12  times 
annually  by  AOC’s  Corporate 
Marketing  Division. 

Balan  Mathews, 

Executive  Director 
Corporate  Marketing 

Design:  Einda  Blanchett 
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Letters... 

w wish  to  express  our  appreciation  to  AOC  for 
providing  us  with  financial  assistance  at  a time  when 
other  financial  institutions  refused. 

It  is  our  belief  that  all  parties  have  henefitted  from  this 
transaction.  Namely,  we,  the  loan  recipient;  AOC,  the 
lending  agency;  and  finally,  the  community  itself. 

Thanks  to  AOC,  our  dreams  of  15  years  ago  were 
realized. 

Dennis  Polischuk, 

Vic  Stelmasclmk 
Bi-Dent  Holdings  Ltd., 

Lloydminster 


Welcome 

Aboard! 

We  ’re  proud  to  welcome  the 
following  companies  to  the  AOC  family: 
A & M Services,  Morinville 
Alberta  Specifications  Printing,  Edmonton 
Cripps  and  Associates,  Grande  Centre 
K.D.  Heat  Systems  Inc.,  Edmonton 
Kevmar  Holdings  Ltd.,  Grande  Cache 
Mountain  View  Taxidermy  Ltd.,  Olds 
Nairn  Equipment  Rentals  Ltd., 

Eort  Saskatchewan 
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